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CANADA BELL, BY OUTSMARTING GOVERNMENT,
MAY SHARPLY REDUCE REGULATION OF ITSELF
This articfe is a reprint from the "Wa77 Street Journa7,"
Sepxember 9, 7982. Written bg Frederick Rose and ATan
Freeman, Staff Reporters.
Not often does a utility escape the grasp of ten-
acious regulators, but Bell Canada is within
inches of just such a break.
Thanks to a quirk in corporate law, smooth law-yering and deft political timing, Canada's larg-
est telephone company may soon remove its mostprofitable and fastest-growing operati-ons from
regulators'scrutiny.
That step, which could result in major gains for
the company in years to come, is the goal of a
carefully laid plan that has dazzLed even Bell
Canada's critics, A lawyer for a consumer group
ca11s the plan "audacious. " Another consumer ad-
vocate confesses a "sneaking admiration" forBe1l Canada.
Somewhat less impressed are dozens of government
officials, whom Bell Canada appears to have out-
maneuvered. The company's strategy is so com-plete that Ottawa has little option but to fight
a rearguard court case that some experts con-
sider to be of questionable legal merit.
Bell Canada i-sn't related to American Telephone
& Telegraph Co.
A QUIET MOVE
Bell Canada's maneuvers began last spring, when,
without announcement, the company applied to the
Canadian government's Department of Consumer and
Corporate Affairs for 1egal status under the gen-
eral law that governs most Canadian companies.
The application was handled perfunctorily. "We
don'L ask questions about a company's intent when
they apply," said Frederick Sparling, director
of the government's corporations branch.
But it appears that Mr. Sparling's agency didn't
reali-ze the implications of the Bell Canada move.
A senior government official says Mr. Sparling
told him the new legal status was routine. In
fact, the seemingly innocuous move was the key
to Bell Canada's plan.
Bel1 Canada's trick was to slide from one set of
rules to another. The company has long been
governed by its own special act, which tied it
to the traditional limits of a regulated utility.
Once Be1l Canada came under the general Iaw,
known as the Canada Business Corporations Act,
it acquired a wide range of powers to make cor-porate changes, without intervention by regu-
lators.
Neither Be11 Canada nor Mr. Sparling's officials
advised the government agency that oversees the
telephone company, the Canadian Radio-television
and Teleconnnunications Cormnission, that the cor-porate switch was coming. "We learned about it
from the newspapers," complains an official at
the agency.
Be1l Canada's ful1 intent was revealed in late
June, when it announced plans to use its new
pgwers to reorganize the company. In effect, the
company plans to turn itself inside out. No long-
er will Bel-l Canad'a, a regulated utility, stand
at the top of a group of profitable manufactur-
ing and service companies. A new, unregulated
company, Be11 Canada Enterprises Inc., will be
the parent of 80 companies. Bel1 Canada Enter-prises will own them directly, thus shielding
almost all the units from regulation.
Among the subsidiaries will be Bel1 Canada, the
phone company that, along with a few related con-
cerns, will remain as the only companies in the
group sti11 subject to CRTC regulation.
Those who know Bell Canada aren't surprised
either by its efforts to evade regulation or by
the meticulous planning involved in the reorgan-
i-zation. Recent decisions by the CRTC have made
tough demands on the company, prompting its
chairman and chief executive, A. Jean de Grandpre,
ta accuse the agency of singling out BeIl Canada
for harsher treatment than other companies re-
ceive.
GOOD LEGAL ADVICE
The CRTC, for instance, deemed that income earned
outside normal domestic telephone service shouldbe counted entirel-y as part of the utility's re-gulated returns. As a result, profits .from a$1.2 billion (Canadian) contract in Saudi Arabia
were used to lower telephone bills in Canada.
And a portion of the income from Bell Canada's
557" holding in Northern Telecom Ltd., a fast-
growing te lecommuni cat ions 
- 
e quipment manuf ac tur -
er, as wel-l as the returns from other invest-
ments, were also ruled to be part of BeLl Canada's
regulated return.
"The CRTC really painted them into a corner, "
says a government economist close to the case.
Others a1-so say the utility was forced to at-
tempt a change.
In the spirit of "Don't get mad, get even," Bell
Canada brought its considerable resources to bear
on the problem. An internal task force was set
up. Company sources say Mr. de Grandpre per-
sonally pushed the effort. Mr. de Grandpre, who
came up through the company's legal department,is from a family of distinguished lawyers. Out-
siders say the utility is unusually skilled in
regulatory and administrative matters. "Thequality of their legal advice has never left any-
thing to be desired." says Ralph Simmonds, a pro-fessor of l-aw at Montreal's McGill University.
After more than a year and a half of internal
work, the attention paid off. Loophole in hand,
Bel1 Canada waited for the right moment. When
it put the plan into effect, Canada's Department
of Cormnunications was in disarray, with several
top officials changing iobs. Summer vacationstook their toll--a senior government lawyer says
he cut off action on the Bell Canada case during
a summer break. And Canada's leaders were pre-
occupied with a new anti-inflation program.
It took the CRTC almost two months to react pub-licly. The agency called for comment on Be1l
Canada's reorganization only days before stock-holders approved the change. The minister of
consumer and corporate affairs delayed a reportby Canada's special anti-combines agency, pub-
1icly releasing it weeks afxer its internal pub-
lication. The report urged further study of
the reorganization plan.
(CANADA BELL) Conrinued:
Consumer groups likewise are upset by the move.
Andrew Roman, general counsel for the Toronto-based Public Interest Advocacy Center, says he's
concerned that the new Bell Canada. Enterprises
and its shareholders will benefit from telephone
expertise and industry connections gained at the
expense of phone subscribers, who will have topay ever-higher rates.
POIPOfmRI POIFOf]Nru POIPOURRI
-Connle (ientry, Emory Untverstty
"lt's analogous to someone
car and leaving his spouse
says Mr. Roman.
taking off with the
with the payments,"
Refreshed and renewed
vacation, I came back
and enthusiasm;
nel into tidying
thing you should
as if the Battle
Throw in a touchqot the qeneral
from a wonderful Florida
to Emory full of energy
some of which T intended to chan-
up my desk and office. One
know about my office. . . it looks
of Atlanta was fought there.
of hurricane Camille and vourve
idea.
Hudson Janisch, a professor of cormnunicationslaw at the University of Toronto, says the gov-
ernment's belated reaction to Be11 Cinada's-move
results from the failure of Canadian authoritiesto set policies that deal with increased compe-tition in telecormnunications. "What we are get-ting is the worst of both worlds, where we d5n'thave effective reeulation of an integrated Be11Canada nor the opfortunities for fuli competition,
as in the U.S.," says Mr. Janisch.
Be11 Canada maintains that the reorganization it-
self isn't subject to regulatory re;iew because
no such approval is needed under the general
c-orporations act. Only shareholder approval,
obtained last month, and court clearance are re-quired, the company says.
A Montreal 
.judge is expected to rule later this
month on whether Bell Canada can indeed step
around its overseers. The government has askedthe judge to halt the final'approval, bur 1aw-yers familiar with the situation are doubtful thegovernment has much of a case.
-If, g" planned, the reorganization is completedby the end of the year, Ottawa has a finai op-
!i9r. Canada's parliament can pass special ieg-islation to undo the whole plan. As a CRTC of-ficial puts it. "There may be an omelet to be
unscrambled."S
At any rate, during the course of wading throughthe "mess," I made some interesting dis6overies.
Take prof essional- 
.j ournals , for instance. Now
every telecommunications manager realizes thatit is absolutely imperative that one stay ontop of regulatory and technological developments.I get what I call the "Big Three," Telephony,
Communications News, and Eusiness Commui:[E5Eions
reethaffi
ACUTA News ranks right along side in importancel)
I-n-td?lTETon to which I receive either directly
or through "pass along" the following: Trendsin Regul-atory Development, Trends in Tef-ecornmuni-
cations ManaEbment, -ThE-eonffi
1 e t t ei,--The-Torrnrun i c ffi -Eions of -VlGfniE-NewsTe t@s,
Data L:omrnunications, Administrative Management,
and 'Ioday' s 0tf ice.
,0, o;;"..r"rr;s this. . . there is absorurely
no way to keep up with all that reading material !I need to hire someone to read all the 
.journals
and present me with an abstract, the way theydo for President Reagant Even better, whydoesn't someone have a service in which all of
these publications are on a computer. Eor a
certain monthly or rrper access" fee I could ac-
cess their files with my computer and by enter-ing the subject could Bet everything printed onthat oarticular sub-ject durinq the past month.That way T wouldn't have to wade through all the
stuff I'm not interested in. It makes so much
sense that surely someone will do it soont
My second big discovery was I must be like the
character "Pigpeir" in the Peanuts comic strip
because 3 days after I cleaned my desk it was injust as bad a condition as beforet I must at-
tract clutterl !
If you would like to have a digest of to1l free(800) numbers write: To11 Free Digest, P.O. Box800 (isn't rhat cute?), Claverack; N.y. L25L3.Individual copies are $6.50 plus either $1.50if you want it sent UPS or $.50 if you want itby regular mai1. You may also order a case of46 for $:.SO per copy. ihe digesr contains over25,000 listinss.
One of my ubiquitous professional newsletters
reports that Betl of PA is offering to stabilizeCentrex tariffs by offerirrg their customers newthree or five year contracts which would also
offer a slight rate reduction initially. InGeorgia the silence on the issue of Centrex isdeafening. I have also heard of a Centrex III
offering in Michigan. Naturally, I'm interested
"That's for local calls only."
("On The Light Side,tr
Management, August 1
Telephone Engineer &
, t982)
(continued next page)
CENTREX: AT THE UNIVERSITY OF MICHIGAN-FLINT FR'OM TIID BOARID
-Steve Ilarward
"The foTfowing articTe is a pr:esentation made bg out
fe77ow AC\ITA ne/f:.ber Ed Schon, Director of Campus ACUTA members have spent numerous hours at workSetvices at The universitg of Michigan-F7int during and in workshops and conferences in recent years
a regionaT meeting of CoTTege and lJniversitg. Te.Le- evaluating the benefits of digital PBX's as a
comunications Managets in TTaverse Citg, Michigan COrnmOn switeh fOr VOiCe and data traffiC. DUring
on octobet 72, 7982. this time, an ol-d technology has resurfaced and
The subject of Ed,s presentationwas on centrex III has offered telecommunications professionals a
Rate stabiTization and xhe impact of Arerican Beff viable alternative to the digital-PBX's. Local
on BejL,s Marketing poTicies-------your Editor:-il area networks, or more specifically---broadband
systems, using a coaxial cable as the distribu-
At the University of Michigan-Fl-int, I had pre- tion medium, have emerged as a-popular means of
pared a PBX bid specification and was well into mixing voice,, 
- 
data and even video communications
'tfr" Uia process when Centrex III \^7as announced. on a common highway.
The main feature of the Centrex III plan is rate
stabilization for Michigan subscribeis from The popularity of this approach was evidenced by
Ociober L, Lg82 to Octo6er 1, 1985. A11 lines the attendance at a recent workshop on this sub-
and central office feature rates are stabilized. ject at Brown University. tr{orkshop planners
Rates for usage and premise equipment will con- anticipated an attendance of approximately 70
tinue to be slbject to rat" increases. Touch- plople and \^7ere pleasantly surprised to host about
tone and all cail transfer also become standard 200-reqistrants. Of this number, 30 registrantsfeatures. In the Lariff, the Public Service Com- represented colleges and universities. Job re-
mission approved transfer from Centrex I or II sponsibillties of the attendees ranged from those
to Centrex^III without termination charges. of telecommunications and data processing pro-fessional-s to vice presidents of ma.jor corpora-
I have been told that the regulated portion of tions. Lone ACUTA members Janet Smith of Lehigh
Be1l will continue to supporE and even improve and myself took advantage of this opportunity-
.Centrex. An example is tire intention to intro- to educate ourselves on the subject of L.A.N.'s'duce a Centrex customer access panel to be used and discovered the intense interest in this sub-
for some moves and changes. iect by the data processing cormnunity at colleges
and universities.
A11 of this is a departure from what we had
come to believe was the migration strategy: The puroose of this commentary is obviously not
Price Centrex out of the mlrket, loek in the to offer a technical review of LAN's, but to
customer on a Dimension contract until Antelope encourage each of you to evaluate your responsi-
is available. bilitiea as a telecommunications manager forthe provision of this type of service on your
Now that Centrex rate stabiLLzation plans are camPus. I suggest that a thorough review of
competing with Dimension, we are getting a pre- this subject will.point out to_you-the need to
view of ih"t .o*p"tion will be li[.e on January expand the traditional data and video related
1, 1983. I would caution any telecommunications services. You can be assured that, if you neg-
decision maker to be sure they know where their lect to participate in this development, others
Bell representative will be working on January witt-rin vogr university will seize such- an opPgr-1' 1e83 ix"iEilto l:*"-:ll Hr:;"$::?.::l:":t 5H:":*1""
At U of M and other schooLs represented at our Use this information to the besL advantage of-
Fal1 conference, we have alrea'dy seen competi- your university and yourself as a professional.
tion between the regul-ated and soon to be un-
rEiiif"i"a-*"r["ti"g"groups. Futgre American Best \niishes for a Happy Holidav Season. S
Beil representatives want to sell us Dimension
or a few Horizons to work behind our Centrex'
Representatives staying with Michigan, Bell-are
".ilitg additional 
-CenErex features that wilL
t.p"i"Try satisfy a .rr"ior", and prevent change
to a pBX. 
cl $Lotrer drru PlevvrrL (pOTpoURRI) Conttnued:
If you are considering Dimension or Horizon. Vou in what is hapOening to other Centrex users'
should inquire abour national pricingl-;;;;;gi-t-- If you can shed some light on the subject give
A.B.r. (American Bel-l rnc.). rt is--iif<eiv-tf,"t me a call at (404) 329-4320 and r'11 trv and
premise equipment, instal19d after J;;;;;y i; compile something for a future issue of ACUTA
iiA: itrorigh'A.B.i., ,iir be cheaper with'un- News'
regulated national pricing' The Holiday season is fast approaching so r
My conclusion is that you must know what part hope you have a good, safe time and enjoy your-
of Bell you are dealing with and rr1"l--pr""--- seif immensel-y' 
-r find it hard to imagine hav-
ii"e,,r"t'ea, ,,,,'.gifi;;e) to" 'iir u3"plii"e o" ;::.fi,'ilIt'I $ffi::.'#',X'"1'.,".f;ffi;3"i1"3T:o:'A Pened'
"Eoop FoR rHouGHr" sEE you NEXT MONTH....a
Winners vez.sus Losets:
A wiriner sags: "fet's find out".
A foser sags: "Nobodg knows". WORDS OF wrsDoM:
A winnet qoes through a probTem; A Toser goes around
it. A winnet r*.kes comitments- A l-oser makes "rhe nan wixh a new idea is a ctank untif xhe
promises..... idea succeeds'" .. --Mark rwain
(The follo1^ring article was
1982 issue of rrMIS Week.t'
taken from the October 6,
Written by Robert Feldman)
BELL REP LETS 'ANTELOPE' RUN FREE AT SEMINAR
SAN DIEGO--II wasn't quite as good as a product
announcement, buL American Telephone and Tele-graph Co. has at last used the magic word
"Antelope" in public, thereby admitting the ex-istence of the vaunted digital switch that the
rest of the industry has known about for over a
year.
The verbal breakthrough came near the end of a
seminar at Lhe Tele-Communications Association(TCA) conference here--the word coming tripping-
1y from the tongue of an authorized Bell rep,Shelly Fishman, division manager for larger-
user liaison.
In answer to a user's question about the sr,ritch,
the man in the AT&T "uniform"--dark-blue pin-
stripe suit, maroon tie and shiny black shoes--
began with an explanation of Bell's "market
architecture," which he said would be "forward-
and backward-migratable . "
Then he added: "We're now in a design process to
work in Dimension DCS, and if we decide to go
digital we will branch out into digital. We
want the customer to be able to choose analog
or digital . That's what this Antelope is all-
about. We haven't seen too many customers who
really want digital. They just want to be able
to talk to each other. And l./e don't overhang
the marketplace. There wonrt be any more anti-
trust cases on us. "
The seminar, entitled "AT&T Marketing Strate-gies," was run by Fishman and a co11"eague, Rick
Nye.
PLAN READY NEXT MONTH
Nye told the audience that the company mightfile its divestitureplan before the U.S. Dis-
trict Court in Washington as early as next month.
He said the separation of the Bell operating
companies (BOCs) would probably take effect
Jan. 1, 1984, after approval by Judge Harold
Greene.
The Phone Center stores now run by the BOCs, he
said, would go to American Be1l. Imbedded
equipment stays regulated and stays in the BOC
asset base through 1983, he said.
About AT&Trs marketing plans for equipment,
Fishman explained that "we have a strong prefer-
ence for leasing compl-ex systems" but the com-
pany was "seriously looking at outright sales
of large Dimension PBXs" because "cash-flow be-
comes an issue" in the "co1d start-up'r of Ameri-
can Bel-l .
A user observed that the lease terms for the
Large Dimension he planned to obtain from his
BOC were costlier than the purchase price and
asked if he should wait until the dust settled.
The AT&T men explained that American Be11 would
honor any agreement signed between now andJanuary. The company would then allow him to
choose either the current tariffed price or
the future de-tariffed national price--whichever
was 1ower.
SAVINGS FOR CUSTO},IERS
"Dimension is overpriced today, and our savings
will work down to the customer base," Fishman-promised.
Would American Bell raise: prices precipitiously
as a deregulated company? "That would be dumbfor us as a new company,t' said Fishman, "We
are honoring our current contracts, and that's
85 percent of the market. "As for the rest ofthe market, we're offering a priee freeze for
two years, or a transition to the national price1evel in stepg. "
Bel1's plan, she asserted, would actually cost
the company about $500 mi.llion in price re-ductions and delayed revenue, as compared wj-th
the "normal, regular price increases" the com-
oany has expected to make.
In 1983, Fishman said, AT&T would contract nTith
the BOCs for installation and maintenance ofimbedded equipment.
"Say you have a Dimension and want to add 20
stations," he explained. "If the BOCs have thegoods in inventory, they will sell and installit. If not, they will refer you to the 'YellowPages' to locate a vendor. If you ask specific-
ally for Bel1- equipment t.hey will give you a
number for American Bell. Under the judgement,
there is no sharing of information allowed be-
tween the entitites (the BOCs and AT&T) . "
The AT&T men conceded that, in the transitionperiod, "if you have mul-tiple vendors responsi-ble for equipment in the same cabinet, you have
a (maintenance) problem."
As for Be11 acceptinq the role of "agency" for
customers--with blanket contractual authority
to assemble systems--Nye said AT&T would prob-
ably refuse that role, because it was prohibitedby Computer lnquiry II and "because we can't
afford it."5'
PHONECENTER TRIVIA
Itrs considered sporting to take snipes at big
companies, and columnists in The Chicago Tribg4e
and'Forbes, to name two, haveffiSyst6-Tor not having PhoneCenters either listed
in the directory or capable of receiving incom-
inq cal1s.
Several published explanations were offered.
One saleswoman in a suburban New Jersy store
told Forbes that the phone would rinq constantly
and sTii--service down in the store. An AT&T
district manager of advertising was quoted: "Our
problem was that there was no way we coul-d list
it in directorl-es because there was no classifi-
cation that it feLl under. It's not like a Eroc-
ery store or retail store or lingerie shop, you
know. tt
However, beginning the end of this year, there'11
be phones going into PhoneCenters; al-l- part of
the new corioetitive mode. As to why there were
no phones in the Centers an official explained
that peoole in the shop a:re entitled to the
attention of clerks.S
INSIDD ACI]lTll
-Ruth Mlchaleckl, Nebraska
INSIDE ACUTA is taking an in-depth look at the
newly activated Teleconrnunications ManagementControl System at the University of Nebraska-
Lincoln. However, to ful1y appreciate the mag-
nitude of this highly successful project, you
need to know our past history and where we started
from. It will help you understand why we made
certain decisions along the way.
We are an auxiliary or stores function and all
charges are bi11ed back to the users with a fixed
overhead to cover our costs, We are responsiblefor all segments of telecorrnunications aL our
institution.
When we were smaller and didn't have our large
toll network, our manual billing system worked
fine. We would manually record on our ledgers
all equipment charges, OC&C's, ca11s, etc., and
bill these to the using departments by hand. The
departments were bil1ed for equipment rental oneyear in advance at the beginning of the fiscalyear. Any changes in that equipment would be
either charged or credited to them as it happened.
However, over the years we grew and grew, but due
to many factors, we couldn't add staff to our
billine operation. FinalLy_it became 1mp_os9ib1eto keep currerii. insLead ot getting the bills
out and funds encumbered at the siart of the
fiscal year, we were lucky to have theln readv by
the end of the third quarter--after their oper-
ating budget had been spent. Changes were being
bi11ed so long after the fact, that most depart-
ments had forgotten the work was even done and
many times we were not able to collect since it
was in a different fiscal year. Our cash-flow
situation was simply intolerable! Our constant
growth pattern caused our billing/inventory
problems to spiral out of sight. It was obvious
to everyone involved that we needed to do some-
thing and to do it quickly.
Our first attempt to automate left a lot to bedesired and I wondered if we would ever get off
the ground. We started with our in-house dataprocessing staff and held planning meetings over
the course of about one year. The end result was
an estimated price tag of $100,000 for design-progranrning, plus a completion date of 2 to 3years. It soon became painfully clear to me that
one of our major stumbling blocks on this route
was a lack of a cortrnon language. They didn't
understand our telephonese and I didn't know how
to translate our language to theirs, in a timely
fashion.
Our next choice was Lhe 1oca1 telco; using the
data processing offered thru their business sub-
sidiary. They were heavily involved in develop-
ing a data network for their own internal use anddidn't have the time right then for us. It was
also immediately apparent we would not have any
checks and balances with this arrangement.
During one of our annual ACUTA Conferences, I
attended a consultant's session on this very sub-ject and felt this had a strong application for
us. First, it was obvious we spoke the samejargon--not only did the consultant know what I
was talking about, he had a broader understanding
of the terminology than we did.
We had several preliminary meetings, discussing
design, objectives, etc. The meetings expanded to
include my staff, our accounting staff and the
INSIDE ACUTA CONTINUED:
loca1 teLephone data processing staff. When all
our concerns were answered to our satisfaction,
we agreed upon a system design, time frame, price,
and impl-ementation procedures. We then proceeded
to start what has proven to be the single biggestjob we have ever had. Our data collection in-
vol-ved a total inventory of equipment in place;
no small- matter. I could write a book about all
the problems we encountered along the way and
about the mistakes we made--about how many times
we had to start all over again. Probably the
most difficul-t thing to deal with in buildingyour data base is that all your routine work
still has to be completed and on time.
Telecormnunications Software, Inc., is the con-
ign and imple-
ment our bi1-1ing system. Randall Manuel, the
President of Telecornmunications Software, Inc.,
is an ACUTA member, The remaining portion of
this article is the result of an i-nterview with
Randy Manuel while he was in Lincoln recently
doing the final implementation stages of our
system. The interview was a question and answer
forum and I have edited some of the responses to
keep this article within length limitations.
INTERVIEW WITH RANDALL MANUEL
a. Did the project at the University of Nebraskapresent you with any different challenges?
A. E.rery job iS r,rnique, but at Nebraska sevetal-
chal-lenges became apparent tluring our early design
stage. It was clear a package software wouldn't
meet the needs and we were faced with doing a
custom design job.
Without getting too technical, 1et me descrj-be a
few of the problems. The biggest obstacle vras on
the equipment side, not usage. LT&T's equipment
tape didn't foll-ow the usual pattern of tariff
codes and prices associated with a station number.
Unlike the Be11 system where the USOC is synony-
mous with a tariff and always linked with a
number, the Lincoln tape was sorted by a concept
they call "List 8i11". The sort is on all numbers,
equipment and prices associated with any one
department or account and these are all grouped
together under a "List Bill", which is one of
the station numbers in Lhe group. Any splitting
of accounts required by the University had to be
a manual split because the telco will not split
List Bill groups into sub-groups. In 8L years of
doing system analysis for over 750 clients, this
is the first time we had encountered this concept.
But you have to be realistic and know you can't
change what the telco does, so we designed a
system that allows you to control the bill, The
"List Bill Master Fi1e" is a record of all stations,
charges, quantities and costs by tariff code. Itis matched with the telco List Bill Master and
produces a variance report as the contr:ol factor.
The variance report will highlight any changes inquantity & costs from the LT&T file as compared
with the University Fi1e, on a monthly basis.
Added to that challenge was simply your: massive
volume. Over 1 million minutes of MERS traffic
every month, over 1,000 separate accounts, plus
8,000 working stations and traffic from your
large IN-WATS Network. We had to reformat 4
separate tapes from LT&T, a Digital IN-WATS Tape,
Conrn-Dev Tapes, the SMDR tape from Bell and then
produce a detailed bill for departmental usage
and produce a mag-tape to interface with thegeneral ledger system for intramural accounts.
Q. Can yoq briefly describe the reports on our
system and their purpose?
A. You have six basic reports.
1) Departmental Invoice: This summarizes the
call detail usage by station number. It showsdate, time of day, place & number called, min-
utes and type of call (whether MERS, DDD, CreditCard, etc). It also shows the cost of the call
and the MERS savings achieved, if the call wasplaced on the MERS Network. Ihis report alsohas equipment charges, OC&C's and adjustmentdetail. This invoice has all necessary cost
center detail and a billing reference number.
2) Intramural Surmnary Report: This is a reportfor Accounting purposes. Simply shows the o6ject
code for the expenditure and the total amountbilled against that account. It is the cover
sheet for the departmental invoice. The mag-tape for interface with the general ledger sy-
stem is produced from this report.
3) Departmental Surmnary: The purpose of this
suflmary is to track all elements of expenses
and produce them on a current month usage andyear-to-date usage by account number and bydepartments within a larger division. Thi;information is summarized on a one-liner report
and sent to persons with budget responsibilitiesfor divisions, co11eges, etc. It piovides an
excellent management tool for the telecom di-
rector. However, it requires considerable time
and effort to build the data base needed to
support this report.
4)_ ARS Summary: Surmnarizes all usage on the
MERS Network by state and university; on a trunkbasis. Lists traffic by minutes and number of
cal1s on each facility; shows overflow comple-tion by alternate facility within the ARS.Provides a data source for charting usage trends
-and patterns on a monthly basis and by the year.
5) Circuit Analysis: Shows all traffic by
minutes and call numbers per circuit, for eachhour and day. Purpose is to verify usage anddetermine volume per circuit. Importan[ inknowing when circuits are out-of-iervice.
6) Geographical Analysis: Analyzes all thetraffic on MERS Network, sorts by WATS Bands,by City & State and by area codes. Compares
actual costs against DDD equivalency and shows
cost avoidance results achieved bv MERS. Willhelp isolate potential new FX locltions. M;;a
useful for doing manual optimizations.
In addition, to control the equipment side, var-iance reports were developed to match activity in
any given month to the past month's records. The
variances will be highlighted on this report.
Another report guarantees that no account will bebi11ed if a proper cost center is not identified.This is a complicated report and would take to longto explain its functions in detail. The variance
reports are mainly designed to retain theintegrity of the system.
INSIDE ACUTA CONTINUED:
a. You mentioned manualtel1 our readers how you
of facilities in a least
A. We approach this byquestions:
-- 1) How much will all
optimization. Can you
arrive at an optimal mix
cost routing system?
answering three basic
ca1ls cost if no network?
2) How much if network consists of all WATS?3) How much if nerwork consisrs of all filtieZWe bring all the data together to determine'ihe
o_ptimal- 
-configuration of -FX, radius FX, Tie-1ines,WATS and DDD overflow (borh with queue and withoui).You told me you were given an estimate of rateincreases for intrastate WATS showing an increase
of l2lZ over present costs. Think how vital it
will be for you to optimi:re your intrastatetraffi-c to lessen the impact of that increase.
a. Do you feel it is important to show costs
savings on a- department's invoice achieved by
using networks for calls?
A. Yes. In yorrcase, an earlier decision toprovide tie-lines for traffic between Lincoln and
Omaha at no direct costs to the users will makeyour department look like a winner. I am sure
-your cooperative shared network has been a goodbenefit. By not concerning yourself with who
owns the network, you have managed to afford
enormous savings to the University, State Govern-
mer_rt and City-County Gover:nment. These savings
will even be greater when you add the volume fromyour future resale operation. Overall costs to
all of your,users will come down, especially whenyou can load your FX and llie-lines with all'that
off-hour traffic.
a. Inlhat are some of the careless habits and/or
cautions for people who ar:e on line now or going
on line?
A.- Improper documentation of changes. My first
advice to users is not to take notes or changes
over the phone. Have them sent in writing, enterthe change-s on a pre-designed form before-you
make the changes on-line.- Verify your changesthru a print-out of what you did'thru the s6reen.This is so easy to overlook--people get tired ofthe effort and they say, well, lets go with what
we have and if there are problems, w6 will dis-
cover them when we issue the bi11. you cause all
Fildt 9! lroblems for yourself when you send outbad bi11s--poor public relations, your future bills
are always questioned, etc. You must take the
extra time and effort to produce a correct bi1l,be sure your data is correct and well-documented.
Schedule a cut-off date. This starts at your
office. You canrt expect the same turn-aroundtime from your data processing staff if you are
continually changing your run date. Establish afirm run date. Establish a reasonable time framebetween last date for chan.ges and the run date.Stick to borh!
a. What is the biggest shock anyone encounters
when they start to automate the billing system?
A. The time factor,without a doubt. Anytime youpurchase a custom-design system, you will have atime requirement for the design. Also the amount
of time it will take to build-the data base is
always a shock. Unfortunately it canrt happenin,any other way; it simply takes time to design
and time to collect and build data bases---and
all during this time, your regular work continues.
a., I have been impressed at how true the origi-
na1 design has been---rea1-1-y almost no changes.
A. This is the result of well-thought-out ob-jectives and the cooperative work between the
telecommunications director and the analyst.
a. By the way, during our many sessions, have wegained another "BIG RED" fan.
A. YES! I seem to live and die with Big Red andthis year I am living very wel-l!
Rrth talks to Teleccrmr-rricaticrns
Software, Inc., ir Nelz York.. . .
Eagerly ched<ing the various output
frcrn our Teleccnmrricaticns }4arugsrent Systsn
t earning hcru to use the ner^r Credit and
AdjusfiPnfs Screen.Randy dmnnstrates the tl4atch Process'
Daptnre updates Staticn File Plaster, Ruth arrd Randy disorss purposesof reports and ccrntrol fi-rrctions.
The Actual Bill---Deparfisrtal
lmrol-ce.
Arrre dredcs accotrrt records.
